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(1) Real Parly is? Interest 

The real parly in Interest is AOL LLC. 

{1} Related Appeals and Interferences 

Appellant filed a pre-appeal brief request for res lew on June 19, 2007 pursuant io United 
States Patent and Trademark Office OG Notices: J 2 July 2005 - New Pre- Appeal Brief 
Conference Pilot Program. However, the pre-appeal brief was filed after the filing of the notice 
of appeal, and, as such, it !\as no? been considered. 

0} Status of Claims 
Rejected Clai ms 

90,94,%, 97, 107, HI, 112, ! 20, 124. 125, and 133-3 50. 
CanceiM Claims 

1 -89, 91-93. 95, 98-106, 1 08-110, 113-1 19. 121-123. and 126- 132. 
Cla ims Appealed 

90. 94, 96, 97, 107, 1 11, 112, 120, 124, 125, and 133-150. 
(4) States of Amendments 

The amendment filed on September 18, 2006, in response to the non-foul Ofl'zc Ae'soi 
has been entered. A Final Office Action was mailed on December 15, 20uo No adeiUuna. 
amendments have: been filed after subsequent to the mailing of ihe Final Office Action 
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(S) Summary of € iaimed Subject flatter 

90. A vsi-vci-s :or asM.-4-ng pr^entauon of >a]e.s pitches appropriate for a pellicular 
ioL-pboup caher of a customer .service eu'° euvtei. lie pTOce^s comprising 

reee^ >ng a^d handhng at a customer sen ice call renter ass rtoirnrni stnte call 
iVcm a cader s^ekm. a^ist-mee (AppLcation at page 5, hues !(? 13: pjgt V, 1 nt,s ^-l t . ant' 
FIGS: i-2k and 

[overling the tncommg sen ice eaf for apMStanee as a conduct r oi w/m.'iOr,;t the 
cak-r to purchase nictchandise or for. u ev the Lwraging iuehid (Application at page b. anes 
•J 2? and FIG 2V 

du ; tif> mg a Ciller iPentiPv or a first valVr attribute related l<> she vadet 
(Application at pa^s 7 , line ."»0 to page e\ lux i<\ page <A line* 6- 2, page if. tiaes »J-22, arA 
FIGS. 1-4.X 

sio;i:ij. in a fes". electronic database, p?,or to irie receipt of th; iuennng ^en -ee 
cvl m>ni the caller, a sa'cs pitch preference ot tire caller, at> an additional attribute, -.oinpn.^suii a 
preference of the crUe^ ru*t ii> iecene any sales pitches (^pphoaHon .u pase °. I tse? le 1 8 ard 
FIG. 3 1, 

searciimg the first electronic database to determine the adduaoral attribute of the 
cadei based on at least one of flic ciie? identity or the first ealk-r alnhute i Appheaoon at page 
10. hues '-)-22 mil FIG. 41 

ounth^et^ search a secor.d electronic database of potential a^es pitches foi a 
*a es pjtcb oascu upon at least the additional amihme e^the caber (Application u nagc 7, lines 
20 2n. page i L hncs J - W, real RGS. ■ <-i;d 5). ard 

roeusig the <scivjv.e eat! to a human operator tApp icatiors ^ pa«e ft, lines 1 " 20, 
pyee IS, L-je* "■ V\ and FIGS 1-:). 

! 0\ A system for ie\ eragirg an incoming service call *\>r assistance a.? a condim to 
assn-a a ;oirnau opera 5 or to soaeit the caller so purchase a merchandise or sen ce the system 
comprising; 

/in sdosniivaPOii component cor figured so determine a caller ideut.o, iehuvu to a 
cader seeking assistance from a easterner soruee call center (Apphcaf on at pajre hne 2S it, 
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paa o. hue o, oagc lues - 13. page 7, mie 30 to page 8. line 16: page 9, lines 6-12; page 10. 
lines 9-22; and FiGS. 1-4.}; 

a first electronic database configured to store as an attribute related to the caller 
and prior to the receipt of the incoming service call from the caller, a sales pilch preference of 
the caller comprising a preference of the caller not to receive any sales pitches (Application at 
page 7, line 20 to page 8. line S; page 9, lines 13-18; and FIG. 3); 

a search component configured to identify in the first electronic database the 
attribute related to the caller based on the caller identity and configured to omit searching a 
second electronic database of potential sales pitches for a sales pitch based on the attribute 
(Application at page 7, lines 1-13; page 8, lines 1 7-23; page 10, lines 9-22; page 1 1 , lines 1-19; 
and FIGS. I, 4, and 5); and 

a call router configured to route the service call to a human operator to assist the 
caller (Application al page 7 5 lines 1-13: page S, lines 1 7-20; page ! S„ lines 7-10; and FIGS. 1-2), 



1 30, A computer program stored on a computer readable mediant for leveraging an 
incoming sen-ice call for assistance as a conduit to assist a human operator to solicit the caller to 
purchase a merchandise or service, the computer program comprising: 

an identification code segment that causes the computer to determine a caller 
identity related to a caller seeking assistance from a customer service call center (Application at 
page 5, line 28 to page 6, line 6; page 7, lines 1-13; page 7, line 30 to page 8. line 15; page 
lines 6-12; page 10, lines 9-22; and FIGS. 1-4); 

a first database code segment eon figured to store as an attribute related to the 
caller and prior to the receipt of the incoming sen-ice call from the caller, a sales pitch preference 
of the caller comprising a preference of the caller not to receive any sales pitches (Application al 
page 7, line 20 to page 8. line 8; page 9, lines 1 3-1 8; and FIG, 3); 

a search code segment that causes the computer to identify the stored attribute 
related to the caller based on the caller identity and to ornit searching a second electronic 
database of potential sales pitches for a sales pitch based on the attribute (Application at page 7, 
lines 1-13; page 8, lines 17-23; page 10, lines 9-22; page 1 1, lines I -19; and PIGS. 1,4. and 5); 
and 



a t,ell .oet.rg t oil segment that causes the compute- to r^fuc the sen tec caiUo :t 
humau operator "o t^sssi the cajicr { -\pplicinjoTi at page 7, hues i 13. fa^c X, Imc? 17 20; pagt 
IS, lines 7-10, aid MG> I 21 

1 33 \ process for na^sting pr-t^entcuion of a fust .salts pitch appreciate, lot a 
particular telephone caller of j customer sctvice caU ceniet, ?Lt pieces comprising- 

seotav ;ng .aid handling at a customer service call center ret meaning service call 
from a caller seeking assistance (Application at page 5, hues ' 0-1 3; page 8. itmv °- 1 ] , and 
FIGS. 1-2): arte! 

level aging the incoming sendee rail Vr askance as a conduit :oi '-ohchiisg the 
eahei to pcrch-ioc merchandise or services, the scxv-tagr.tg including {Application at page 8. ! ir.es 
9-23 aiKt FIG. 2y. 

idertifGng a eallct jdcnUt\ or s fust oallei attribute rchted to tht caller 
(Application at page 'K line 30 to page X. fne lo, p^c 9, hoe* 6 12, page lo. arcs $-22. and 
FIGS. 1-4.), 

ste->,g iij a first Gcctroiuc database, prior to the receipt of the n coming scniee 
ci\\ from ii)s caller, information itKhcatne of past rms-buia-vior ofthe caller < A,pp;icauon a* page 
\K line i3 to page 10, hne 8 and HG. 3), 

searching the frsr eicctromc database to identify the hfoirna;u>n indicative of 
rust nnshehuvioi based or. at least cue of the eaher identify or h\c fry. calitr ittrihitie 
( Application at page 10. lines 9 22 and > 1G 4). 

ortfttfh^ to search the second tiectrosiie database for a potential sale.? pitch Vasal 
on the iecmi^ed mfntrsatkn indicative of past misbehavior, v\lv,r«.h fnc 'dendiled intormatiors 
indicam e of past enshtkix km niekaics l-dormation that thi* caller has acted 5. legally or that ?he 
ral-c-r h is violated a terms of service agieeruerst associated \\ dii the callers < ecount ^Application 
a: page ~, lines 20- 2f>, page*;, hne 13 (-i ptige 10, lirk. X; page 1 1, i tries i 1"; ana HGS. 1 ar-d 5). 

routing the servjee call to a hamtaii operator based on tl t ideiUifitd information 
indicate e of past misbehavior {Application ai page 8, lines i "-20, page lb, Itnes "-S; and FIGS. 
1-2;. and 

aest.sur.g the humor, operator to take the senoee call based on tuc •sdcrntikd 
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sr *t>-"t;d,ar* \K,nj|hO ."f iir^he'iciVio. ( \;»p eatsor at page fro \"~ \>, >i t i i> 1 a 03 

1 34 A system for leveraging .an incoming service call for ''assistance m a conduit to 
avast a 1 lewo i*fsr. t <:oi to -^he ' l^v ax] ^to putehase >3 ^^chanCse or s... iho jsstcn 
comprising: 

ar ,-Jcnt.;Icatir-r. component conn^cd i" dttermm** a caber sdi.rsur> tcl/ee V a 
caller seeing o^'sui^ee fr^n. a 1 j^tcrrse, oemce ea'l ceme: s, Appbearon at rage 5, h:K 2^ to 
pafc-f. 0. bv~ c, page 7, hzv^ L\ page " ? . Lne ^> \> page S, ,re .<S, page r \ ' res 6 .a\ pae.e ^0. 
hje<= ,1b aua KOS 1-4 K 

a fb^ eltoir^n < oaSabasc c"uL'iiruI to store, puir to receipt >i the ir coning 
^trvee v.ai r re r the . abez, .nlo^nat or, ^nd.Cdtive of >ast ztzszuvuvzoi of *hv. cJler ( Application 
a: z\u,e ~ hzu to page is, Ine is, satrt h:.<. 13 to page It*, h; e 8, caid !■ UKS ! ,e,d 3s, 

^ ,seatch. conpone 11 coriiguied to jcont'*> ai tbe sr,-r ab U^uto jaiai^sc the 
\a?oiii at or nxle^uve of p(*st ni'.savbtiMOi k a^ed on the cab.; iJei.t rs, wbtawZa tin. nitb'-niaLon 
i:iuoaf:\ e <u p t st r^?r>eu:z\ scs delude..-* srlcirabou tkr 1 ic ca !ci acted J u^l \ 05 fie 
eaCei rai saluted a ^.x.ns ot s^'wea a^ecinent associate'! w -ih he cafe's . clo^-iI i Apprca^on 
a A p^e 1, U 10 I ' ^ poge 0, >ne !3 «o pf^c Hi. hre S, pa^t, "0, i^sea v )-22, iMee 1 1 iaie^ 1 >>, 
<^c 4«iud 

^ call :outci eo-rKureJ io ivpiws a saL^ p.ttb election 'noeeo- eid u« to. ;e the 
se**\ ce to a hrwi opesaior ba^ed on rLe dec^ik\ ! i' v tbnnautvi irdicatise pa^t 
n; <ie%a\ '01 5 Vp^'kai^o^ ui pavt, 7 b^cs 1-1 page 8, uies I ~-2~>, page ! 1 , mos 1 ^. pi<,. 1^, 
^ncs '-S. aisdFMS. ere ^j. arO 

? ptisotat cotrponeit coiifguteJ t<> a^^si She \ . v ua.;s o^cfan 1 ,0 \ul *he 
ttr:\.ee ca^ e^sedot "he iN ; e:U'fvd x n + b'in v uson srdieaLse of pa-! , vis{»cba\ , ^i 1 Apohcafon at 
p.-ge haes 1 ' 3 . page 8. b:^ I"? 20. page 1 irc<; . 0, pj;i. Kr.f 1 : ' - 1 V aiHi FIGS i D 
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1 35. A computer program stored on a computer readable medium for leveraging an 
incensing service call for assistance as a conduit to assist a human operator to solicit the caller to 
purchase a merchandise or service, the computer program comprising: 

an identification code segment that causes the computer to determine a caller 
identity related to a caller seeking assistance from a customer service call center (Application at 
page 5. line 28 to page 6, line 6; page 7, lines 1-13; page 7, line 30 to page 8, line 16; page 9, 
lines 6-12; page 10. lines 9-22; and FIGS. 1-4,}; 

a first database code segment configured to store, prior to receipt of the incoming 
service call front the caller, information indicative of past misbehavior of lite caller (Application 
at page 7, line 20 to page 8, line 8; page 9, line 13 to page 1 0, line 8; and FIGS. 1 and 3); 

a search cock' segment that causes the computer to identify the information 
indicative of past misbehavior based on the caller identity (Application at page lines 1-13; 
page 9, line 13 to page 10, line 22; page U, lines 1-19; and FIGS. 1 , 4, and 5}; 

a second database code segment, configured to cause the computer to identity a 
first sales pitch for the caller (Application at page 7, lines 1-26; and FIG. 1); 

a call rousing code segment that causes the computer to bypass the second 
database code segment and to route the service call to a human operator based on the identified 
information indicative of past misbehavior, wherein the identified information indicative of past 
misbehavior includes information that the caller has acted illegally or that the caller has violated 
a terms of service agreement associated with the caller's account (Application at page 7. lines 1- 
26; page 8, lines 17-23; page 9, line 13 to page 10, line 8; page 1 1 . lines 1-19: and FIGS. 1-3 and 
5); and 

a presentation code segment thai cause the computer to assist the human operator 
to present the service call based on the identified information indicative of past misbehavior 
(Application at page 7, lines 1-13; page 8, lines 1 7-20; page 18. lines 7-8; page 23, lines 17-19; 

and. FIGS, 1-2'}. 
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(6) Grmmds of Rejection to fee Reviewed m Appeal 

A. Whethet independent claims ^0. 10"\ 1 ?0. and 136. along with then dependent dajus 
l >4, vo. W7, 1 1 Lii: ;24, 125. anU 13~-i55 arc unpatentable under 35 C S { * H:3 out I' S. 
Patent Number 0,5^3 J 1 3 ("Dhir"} in ^ iev, of L.S Patent Number o„f'<"\M4 CKanc\ sk>") 

B. Whether independent claims 133-135 weie rejected as beimj unpatentable oxer Dhsr 
is;uw of k^osky. and m father vcv\ of I 5 Patent Numbe; !\5H-11-N 'SzlanT). 

(7) Argument 

Rc H-ct 'Oii undo. 3^ KS^C_iy3 
Independent claims St\ i-J\ ldf>, and 13b, along w ith the-r dependent dsims ->,\ Q~, 
111, 1 12. 125k 125, and 1 3 7 -1 53 wore retecLed under 35 i '.S.C $ 103(a) as hern^ aupatemable 

Dbr in \ ie ( A of Kanevskx Independent claims 153 1 35 were faceted as being 
anna* enable over I>m m vc* of Kanev4,}. and in furthers lew of Szlam. 

Appo sant lOspeetkiHv submits dial the final Office Action has failed us establish a m imu 
facie case of ob\ iousness I o establish a pi mm fai sc ease of oh\ iousne*s, xb :cc basic catena 
must be met: 

Fir^i. there rnns: be some suggestion vr motivation, ctthu sr the tefouiocs themselves t ti- 
ns she know lodge f.enetallx available to one of ordinary skill m the an, to modify the 
seferenje or to combine leierence teachings Second, trua tnesl be a reasonable 
importation *>f success Finally, ue prior art reference (o; refueiives wipers combined) 
must teach or sagger all the claim Imitations 

VPEP J; 2^43 -Ymvllam respectfully asserts Divr, Kar.e\sky, .oid S? hmi, error «lone or -n 
comb-nadon, fad to lesonhe or suggest all the features of maependent claim-. 90, 10", 120. and 
1 33-136. Ihe follow ice remarks address the rejection of claims 107, and L10 il-rsi. then 
address the rekeben of chim 1 36, and lastly addxess the iejcalon of claims 1 33-1 '5. 

Rejection of 'tndep*. ndait < I nor- 90, J 07 arui I/O, >w(Hh-Jir k'penJi'tu :uu*n* 

.ndopcndciit e a,m so 'ee^ a pioeebs b> a&s'st^rg pv^'^ or of s i es | h \\ s 
appropriate for a pa* ricular x-iephone caller of a custome 1 - semec call cen:er i he ptos. ess 
■ndiides rei,e_\in c ' and handh'sg at a eustooxT ser\iee call t\nto! an ffiennnti t . feniee ea:l from a 
calici seeking a^ssstaiee and leveraging tbe nxommg ^crs'icc cad for assistance as a cuiids.ii! fot 



*Ud Mr^:il9 20(1 L 
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soliciting the caller to purchase merchandise or services. The leveraging includes identi tying a 
caller identity or a first caller attribute related to the caller, storing in a first, electronic database, 
prior to the receipt of the incoming service call from the caller, a sales pitch preference of the 
caller, as an additional attribute, comprising a preference of the caller not to receive any sales 
pitches. The leveraging also includes searching the first electronic database to determine the 
additional attribute of the caller based on at. least one of the caller identity or foe first caller 
attribute, omitting to search a second electronic database of potential sales pitches for a sales 
pitch based upon at. least the additional attribute of the caller, and routing the service call to a 
human operator. 

Appellant respectfully requests reconsideration and withdrawal of the rejection of claim 
90 and its dependent claims because Dhir and Kanevsky, cither alone or in combination, fail to 
describe or suggest at least "st oring in a first electronic database, prior to the receipt of the 
incoming service call from the caller, a sales pitch p refere nce of t he caller , as an additional 
attribute, comprising a preference of the caller not to. receive any sales pi tche s" (emphasis 
added), as recited m claim 90. 

The Final Office Action acknowledges that "Dhir does not disclose a preference of the 
caller not to receive any sales pitch.''' Final Office Action, page 3, lines 12-14. Instead, the Final 
Office Action relies on Kanevsky to show this feature. Appellant respectfully asserts that 
Kanevsky is equally deficient. 

Kanevsky relates to a method lor collecting data associated with the voice of a voice 
system user. Abstract. The system determines from the voice of the user whether the user is in a 
happy emotional state, or whether the user is in a fearful and angry emotional state, and the 
system provides the user with a different response depending on whether' the user is in a happy or 
an angry emotional state. Col. I L lines 49-53. Specifically., if the user is in a happy emotional 
state, the system offers to the user at least one of a product, and a service. Col. 1 1, lines 53-55. 
Alternatively, if the user is in an angry emotional state, the system transfers the user from an iVR 
system to a human operator. As such, Kanevsky teaches a system that makes an infe rence, from 
the user s current emotional state, as to whether the user should be provided with a particular 
offer or instead transferred to a human operator. Accordingly, Kanevsky does not describe or 
suggest storing a caller's actual preference not to receive any sales pitches. 
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In response to the above- presented arguments, (he Final Office Action asserts that 
Kanevsky describes an automated system that transfers to the supervisory person users, who are 
In a disgusted, contemptuous, fearful, and angry emotional state or who have problem with the 
automated system. Final Office Action, page 13, lines 12-15. And. the Final Office Action 
coneiudes "detection of a user who has problem with the automated system and should be 
transferred to an operator and detection of [a user] who [is] angry at the service and should be 
transferred to a supervisory person arc considered a preference of the caller not to receive any 
sales pitch." Final Office Action, page 13, lines 14-18. In other words, the Final Office Action 
seems to suggest that the user's projection of mood or difficulty in dealing with the system 
operates as an indication of a preference for or against receiving an advertisement. Appellant 
disagrees. 

The user's projection of mood or difficulty in dealing with the system is different from 
detecting users who have a preference not to receive any sales pitches because a preference of 
the caller not to receive any sales pitches necessarily requires that the caller choose or otherwise 
select not to recei ve any sales pitches. A mere inference thai the caller may or may not wish to 
receive a sales pitch, as suggested by Kanevsky, is insufficient to meet this limitation. 1 

This distinction is important because Kanevsky's system is simply unable to satisfy a 
caller's actual sales pilch preferences. For example, an angry caller may still be interested in a 
sale? pitch, and thus may have a preference to receive sales pitches, yet Kanevsky's system 
would not permit that caller to receive a sales pitch because the caller is detected as being angry. 
Similarly, a happy caller may not be interested in receiving any sales pitches, and thus may have 
a preference not to receive any sales pitches, yet Kanevsky's system would burden thai caller 
with an undesired sales pitch simply because the system detected the caller as being happy. 
Similarly, a caller who is having problem with the automated system may very well wish to 
receive sales pitch preferences while figuring the system out. in sum, Kanevsky's system detects 
and stores moods of a caller and presents or does not present sales pitches based on the detected 



' Dictionary com defines ptefctcnoc as the selection of someone or something over aaoiher. See 

v ^ Verna v w et^ie U \> v J v v kc ^ "ic p v or or opportunity of choosing. So. - -\ v^v.sv-. 
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moods. Kanevsky's system, however, does not store caller sales pilch preferences, much less a 
caller sales pitch preference not to receive any sales pitches. 

Accordingly, Kanevsky fails to describe or suggest "storing in a first electronic database, 
prior to the receipt of the incoming sen' ice call from the caller, a sales pitch preference of the 
caller , as an additional attribute, comprising a preference of the caller not to receive any sale s 
pitches" (emphasis added), as recited in claim 90. For at least the forgoing masons. Appellant 
respectfully requests reconsideration and withdrawal of the rejection of claim 90, along with its 
dependent claims. 

Independent claim 107 recites a system for leveraging an incoming service call for 
assistance as a conduit to assist a human operator to solicit the caller to purchase a merchandise 
or service. The system includes, among other features, ,v a first electronic database configured to 
store as an attribute related to the caller and prior to the receipt of the incoming service call from 
the caller, a sales pitch preference of the caller comprising a preference of the caller not to 
receive any sales pitches/' As such. Appellant respectfully requests reconsideration and 
withdrawal of the rejection of claim 107. along with its dependent claims, for at least the reasons 
presented above with respect to claim 90. 

Independent claim 120 recites a computer program stored on a computer readable 
medium for leveraging an ineommg service call for assistance as a conduit to assist a human 
operator to solicit the caller to purchase a merchandise or service. The computer program 
includes, among other features, "a fust, database code segment configured to store as an attribute 
related to the caller and prior to the receipt of the incoming sen/ice call from the caller, a sales 
pitch preference of the caller comprising a preference of the caller not to receive any sales 
pitches." As such. Appellant respectfully requests reconsideration and withdrawal of the 
rejection of claim 120, along with its dependent claims, for at least the reasons presented above 
with respect to: claim 90. 

B. Rejection of independent claim 136, and its dependent claims. 

Independent claim 136 recites a process for assisting presentation of a first sales pitch 
appropriate for a particular telephone caller of a customer sendee call center. The process 
includes receiving and handling, at a customer service call center, an incoming service call from 
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a caller seeking assistance and leveraging the incoming service call for assistance as a conduit 
for soliciting the caller s.o purchase merchandise or services. The leveraging includes identifying 
a caller identity or a first caller attribute related to the caller, storing a sales pitch preference in a 
first electronic database to be used as an additional attribute of the caller. The sales pitch 
preference includes a preference of the caller not to receive a sales pitch related to a first service 
or product and not to receive any sales pilches related to a provider of the first service or product 
The leveraging also includes searching the first electronic database to determine the additional 
attribute of the caller based on at least one of the caller identity and the first caller attribute, 
searching, based upon ai least the additional attribute of the caller, a second electronic database 
of potential sales pitches to identify a ilrst sales pitch that is not related to the first service or 
product and is not related to the provider of the first service or product, routing the service call to 
a human operator for presentation of the first sales pitch to the caller, and assisting die human 
>. p^atn- v pre-nTn ^ ^ 5 1 isi sak^ pi i % to tne c u f e 

Appellant respectfully requests reconsideration and withdrawal of the rejection of claim 
136 because Dhir and Kanevsky, either alone or in combination., tail to describe or suggest at 
least "storing a sales pitch preference in a first electronic database to be used as an additional 
attribute of the caller, the sales pitch, preference comprising a preference of the caller not to 
receive a sales pitch related to a first service or product and not to receive any sales pitc hes 
related to a provi der of the firs t service or pr oduct " {emphasis added), as recited in claim 136. 

The Final Office Action seems to acknowledge that Dhir fads to describe or suggest the 
above-recited feature and relies on Kanevsky tor such teachings. In particular, the final Office 
Action relies on, among other sections,, column 7. lines 46-54, of Kanevsky to show the above- 
recited feature. Final Office Action, page 7, line 1 8. In column 7, lines 46-54, however., 
Kanevsky teaches "[b lusiness objectives can include, for example, detection of users who are 
vulnera ble to a proposal to bo y a given produc t or servi ce, detection of users who have problems 
with the automated system and should be transferred to an operator and detection of users who 
are angry at the service and should be transferred to a supervisory person" {emphasis added). 
1 *cu„ K.;iu;-\ sv> oh leacsies dtteetnvt o~ a user who is vuirc \n!e :o a proper! to bt;\ f. gi\ en 
product or service without any further teaching or suggestion as to how this detection relates to & 
user sales pitch preference. Even if this detection of user vulnerability could somehow be 



prope^K charge teti/ed as a sabs pudi preference of the u>a. vUrk-h Appelhn* does noi concede, 
Kane\sk\ is sdeni as to who-liu - this detection vou!d he a busk- to offer the use? a panic alar s^ics- 
ppch o- act H' otfer the asei a pametdar sales pitch 

That is. it is rot dear based or* Kanevsky's teiy-hing tfbe.her such detectors svonkihe 
used by KanevsU system to target the u-xr with a sales* pitch f >r the product oi scs v ice to 
^mc:i the usci mi neiabic and perhaps thereby mciease the hkeLIiood of a sa'e. or v. on id 
instead re iised oin to targe; ihe user with such a sales pitch In etfhct case, Kat<o\sky, 
ne\ crtheitss, rul fans to denaibe oi suggest strung a sales pilch pr^fcjcnce of t caller not to 
recede aju sales- ptkijes related to a pr^ uki of thai product or sen sec 

i i parhetfar. evert if one wac to assume arguendo thai the detection o; a user's 
\ uinerabilitv to a p^ooosai lo bu\ a gKon product oi semce could be p^opeily charactered as a 
ut-er preference nr.?? to receh e a sales pitch related to thai paiueinat product or sen. ice, vt rich 
Appelant does not !_oiscede. Kanevrky wonld. nevertheless. sHi fed to meet tbc above-stated 
"l-atuie beeaitae a ptefcrence to not recede a sales pitch related so a product o; service Is net the 
same as a preference to r.oi reeeu e .jty Sdles pitches ielaied to a f ;o\ uler of taat product or 
sers .ce. f hi? distinction is perhaps best ihusiratcd v. uh an evariple. Kanevsky's system may 
detect that a user is "' alnerabie to alcohol and, therefore. Kanei sk) ' = <%stem, andei the abo\t 
assumptions, n,a\ oectdc not to present me ascr with urs\ saks pitches offcrir.e, alcoholic 
beverages frorr it premier Kanevsky's system, however, woule stdl presort: the user with sales 
pnsj.es n\,<ns t tat san.t. piovtdei ti die picvidcr oitcss iMru.: sjr.Oi of Kneia:*e« 01 otner kinds of 
pi.>~' Us c se? v cts r aduLen to J-ohoLe bL\crvc;> PatsnroK as ong a'- the p'-owde*- ot:e'<- 
•,-tacr kinds of products 01 ^t.rx tecs m addition to alcoholic leverages, the p?c\ ider can st-il target 
ihv ioer x a nh sales pbches f elated to those other kinds of products 01 service. 4 In contrast, m 
claim 1 3'\ aftc the ascr exprtrs^es a desire not to recen e ans #ale<? pitch frosf a pio\ idei of a 
;-cr\-,ct. or foJaei, f te uset Vvtll :jot recej\c any sales pitches whatsoever from any pros ider that 
pr.^. ides tha; product or sen ice. irre3pecU\e of the otaer kinds oi prudaet or se;vices offered by 
the provider. 

Ai-cordmgly Dhir and K.ar.evsk>. etllier alone ot in the proposed ci»nJ)<n;*iion. fail to 
describe or otherwise sagged 'Storing a sales pitch pTcferencc it a first eke Ironic daiabase to be 
cseo. as an additional attnbute the caHer. the s;iles path pr^ fere' ice eoitspri.- ng a pieia tace -.-f 
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IX v.a^c~ out" >oeen e ' -.jVs js*ob otui to a tr^t. en k.c - p> Si ^ ane 5 " o toon -> Pv 
. <. s p i\.aes ie lt .etl to a p.o\ iOcj aio "i-st sa\ ] oc ot prodacf i uvpaas ^ a* oVvi). 3 icc\cO r 

f i at vVo no \yj,cr aieaso^ ^ppiJlr a tcs„> v e;i 1 > ioq* esis *\.\" ^ o^.'o , 
a KVa^a of J < <e ^aao^ ot Ja r, 1 *■( „ aio i h w T b depo'vlo^ elvrn^ 

( A >c c o r nde'-'t >dcn f 'd'no dn>i d\ \? Acp v «t_> f s 

hooper aVa, < n , 1 5 oc *\ s a s 'K\ esf .\> as^st m p.asentatvn oi fi -X sacs |V- -> 
aoprop 'a^* lOv ,* s^acu ai *e tp' o<v o Yc a* a a itonc. -ir\ v« vj.i >uV i' process 
irdrnes \u \ sr.. artf >v.a^hig s \ a c^&Vn.u so \ ict w i aa si^ arai j*. s. -\ v\ c* ! Kvi a 
caJe, stek,\v? as?Jt«ui:L„ a^d lea crcji > *he goring we v a„> k\ «^\b\ ^ e at a ao id!? * fo- 
soLeKa a. * h c a* (.i i'? pu > 1 asc r^nbaKtiSrj; oi -o*-wct = The ica-0 agn'g xstke'os s<\V \iag a 
o tllei oor at> or a .rv aa\u. ata„ nUe ic lU . e<* to be valkr, ^tor. » s i a fas: Avboase J i as<sc. 
;*< .o, to 't- 1 .cc n t\t . ii oti\v' Sv\"\ ics. t a I i'DT *re cpl'ti ^o m na' t ,or 1 ^ o. oi p 
r iielidv.coj ^ .al u ^e<a. rry the f^s" ^.locticr c data? to iJentifv tro ^vnx.im 
' -^Cisn l s a s -bch^u o^^u on at itaV ore of tf\ oal . x ulc.st.h o' l !, e iisi c i.'o'' 
^tt 1- hi'tc T^e V\ _-a» a^ t Ko i ic\«Co\ o^? + Urg seuT^n ih^. soco ^'OOi on c ditab^t ro, a 
pot^» >a] b ! 0is mfcr ba^oo ^ t ie da^l.Tied r tonn^for ax^at ^ c oi tvst n - jc t or I 

but f c* r!o, .itl'oa xncixdUvt. oj oast isisbt, \oi jiw «dc£ nron^a 101 tb^ J^e.all^. nr.v 

aaod <x i ! \ »f th t \ t^c c^»i] n - ^ d a tc^rs of sc%^e aer^u rcn , -<vk. ateo* u J. rc 

ca>!o r s. o 1 r I 'k cagvia. v Iso i i;\»oos r oti{iPg tbe -^en .cl v.a" to i s \a\r otJo^iUf ba^cd. 
o" re x v Hi} u<i 'n rmi^* o 1 5n be aj\ t p^.-t misbt>"N sor aru ^ ^isiin^ b '^sa.j operu'ei .o 

Ac t!,< v\ iu ca \ ba-stl oa t'lv .dcr v'Acd 'rfomi^tiup na cab\ eifioas* ^U'^ ^ Kiv\sn , 

\poaJcOt 'e>norttJ\ 1 rsts ^oo^auauoi a.vl «n be a%a >^ T K v action cJ^.n 

^u.boc -u;^t at ea< 'a a^l so. Vu code se^utr t^iuai's^ t^u oo rpvtcto i> pass 'ho 
^vi>' d v c*^[)^e *.ot\ oC^T.cnt \rJ to :o. ^ ;rcji' ^a^ to a_i m.an o^a baso? j i>njaa 
i£cnt,fIeJ '^o n'-t POn i .'^ it % e o* pas: ^\<?jcaa\ ioi vs^crcu' 1 e ^t ertifao s jonx^uv 
ini l^at^^o ip, o v s K a up ? aJuac t raio^ia'.or . hat S'uj IcQ^a aovd > '^lali!l-jj2 - 0-' 
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caller has v iola te d a te rm s of service agreement assoc iated wi th the caller's accou nt" (emphasis 
added), as recked in claim 133. 

The Final Office Action seems to acknowledge the shortcomings of'Dhrr and Kanevsky 
in this regard and instead relies on Szlam for teaching this feature. In particular, the Final Office 
Actio:! assets that V lam leaches past misbehavior itat mehuks thy ca'le^- VKMa'mg a :emrs of 
service agreement associated with the caller's account. Final Office Action, page 1 i, lines 1 1- 
13, Appellant submits that Szlam is equally deficient. 

Szlam relates to an automated voice system for improving agent efficiency and 
improving service to parties placed on hold. Title, In one example Szlam describes that when an 
agent cails a party and is placed on hold by the parly, the automated voice system allows the 
agent to press a key to indicate that the agent has been placed on hold. Cel. 2, lines 37-40. 
Pressing the key cause?, the agent to be disconnected from the call with the patty and connected 
to another call. Upon being disconnected from the call, a message is played on the telephone 
line to the party that placed the agent on hold indicating that the agent will return to assist the 
party if the party presses a presence key. Col. 2, lines 40-44. Apparently, Szlam's automated 
system reduces the on-hold time of the agent by allowing the agent who has been placed on-hold 
So he connected to other calls, thereby increasing the agent's efficiency. 

Nowhere, however, does Szlam describe or suggest making a determination to route the 
call to a human operator or agent based on information indicative of past misbehavior. Rather, 
Szlam teaches determining to route the call to an agent or human operator based on whether or 
not the human operator has been placed on hold by a party. 

Accordingly, Dhir, Kanevsky, and Szlam, either alone or in the proposed combination, 
fail to describe or suggest "a call routing code segment that causes the computer to bypass the 
second database code segment and to route the service call to a hum an operator base d on the 
id entified inf ormation indi cative o f past misbehavior, wherein the identified information 
indicative of past misbehavior inclu des information that the caller has actedjljeMlvor jhaUhe 
calle? has violated a terms of servic e agreement associated with the caller's ac count" (emphasis 
added), as recited in claim 133. 

For at least the forgoing reasons. Appellant respectfully requests reconsideration and 
withdrawal of the rejection of claim 133, along with its dependent chums. 
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independent claim 134 recites a system for leveraging an incoming service- call for 
assistance as a conduit to assist, a human operator to solicit the caller to purchase a merchandise 
or service. The system includes, among other features, "a call router configured to bypass a sales 
pitch selection process snd to route th e service call to a human operator b ased on the identified 
in format ion i ndicative of pa st misbehavior [ wherein th e information ind icative of pa st 
inisbehayiorjncji-des information th at the ca l ler has acted illegally or thai the caller has -violated 
& term s of s ervice agreem ent as soci ated with the caller's ac count]" (emphasis added). As such. 
Appellant respectfully requests reconsideration and withdrawal of the rejection of claim 1 34, 
along with its dependen? claims, for at least the reasons presented above with respect to claim 
133. 

ndvVit ik ;? ! N sec cnjvoui iw psoj n lo-^i <. rip v o i^t 
medium for leveraging an incoming service call for assistance as a conduit to assist a human 
operator to solicit the caller to purchase a merchandise or service. The computer program 
includes, among other features, '*a call routing code segment that causes the computer to bypass 
*he sec»- id JdtbDasc coco pc^m^st and le u>u*e me service ca 1 to , hmran op emtoi h ^s ee on 
identified m f or nation indicative ol past misbehavi or w herein the , dent- fied n rformatmii 
Indi canvt , of nast mjshehjn ior includes nn'orrnado n that the calle r has acted d legallv or ;ha£ ihc 
caller ha s sedated a term s of service agreement .associated with the callers a-i count'" (emphasis 
added). As such. Appellant respectfully requests reconsideration and withdrawal of the rejection 
of claim I "35, along with its dependent claims, tor at least the reasons presented above with 
respect -to claim 133. 
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l-m.. (Cancelled) 

(Pns\ loash, p'escnieds A process for assisting presentation o: sales pitches 
appropriate for a particular telephone calkr o*'a ens-onier service call center, the pioccss 
comprising: 

rcooivsrti; and handling at a customc* sendee call cemtr an incoming se^cc, 
ixmii a caber seeking assistance, and 

kvyruang -he incoming Venice eaK for assistance as a coudust ioi soliciting the 
caller to pu: Jiasc merchandise or services, the kwragmg including: 

identifying a caile; idcntst\ or a first caller attribute relied to tne easier 

stoimg in a ■"u-si electronic database, prior to *hc nvcipt of - Jk tneommg sen. see 
call from no ea^c?. a saU g pitch pn ference of the caller, as an additional attr outc. comprising a 
preference of the caller not to tecme an\ sale? pitches 

^eauinnc the first eicetiomc database to dctt-nrji^e thi* additio -a 5 abnbute oi the 
calk-: oased on at [cast one of the caikr tdentuy \c the llxst cask"- arnbute. 

renting *u \earch a second dcetiomc database o"" potential saks pitches tor a 
sales pitch bast J upon at k«st fru. additional attribute of ihe calkr, and 

routaig the ser\iee call to a human operator 

91-93. (CancelM) 

<->4. (Previously presented) The process of claims l <0 is.irt.her contorting populating 
the first tketiouic database prior to the call with information mdiratbr ofth* eaikr 

95, (Cancelled) 

%. {Prcv :ous ! > presented) T he process of claim <U further cotupt i^ing populating the 
ilrsi electronic database vtith information UHheamo of responds, made b) the cade? in response 
to pa&t sales pitch prcs^ntanor^ 



'<e:sa:i\o 0*» Service* 
Fik* March 20. 20ut 



! ^ {Pievouslvrrescnkd* Thrpjoces of dajro ^4 lather eompf mgpopuLnn^ at 
k-ast one of the first or the second electronic database with information indicative of past 
misbehavior of the caller 

9.8-106. (Cancelled) 

107. (Previously presented) A system tor leveraging an incoming service call for 
assistance as a conduit to assist a human operator to solicit the caller to purchase a merchandise 
or service, the system comprising: 

an identification component configured to determine a caller identity related to a 
caller seeking assistance from a customer service call center; 

a first electronic database configured to store as an attribute related to the caller 
and prior to the receipt of the incoming service call from the caller, a sales pitch preference of 
the caller comprising a preference of the caller not to receive any sales pitches; 

a search component configured to identify in the first electronic database the 
attribute related to the caller based on the caller identity and configured to ormt searching a 
second electronic database of potential sales pitches for a sales pitch based on the attribute; and 

a call router configured to route the service call 10 a human operator to assist the 

caller. 

108-110. (Cancelled) 

ill. (Previously presented) The system of claim 1 07 wherein the first electronic 
database is configured further to store information indicative of past misbena\ior of the caller. 

1 \2. (Previous!}' presented) The system of claim 107 wherein the first eleehomc 
database is configured further to store information indicative of a response by the caller to a pas 

sales pitch. 
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i 20 ■ Previous!} p icsemed i A computer program stored on a computer readable 
medium for ie%cragirsg an is corning serve e call for assi-Uc>rsee ?> a eondiat u> resist a huniiuj 
opemto- ;n solicit the caller ro purchase a n-crchandise or k e, 'Jk computet program 
comprising: 

an nU'nt'ift-au^n code ^earners* that eat^es the computer to vteterrmne a caller 
idenfctv related 10 a oilier seeking assistance item a customer ee call eenle:, 

,i firs; ddlahaoe code segment compared ro sw?e 3^ an aii^hir. related to the 
caller and pru>r Jo the iteeipt of the incoming service call from t ie caller, a &.f pitch preference 
ol the talk'; compresng a presence of the eaiior not >Q recuse an> sale* puchts; 

a search code segment that eaases t*ie computer to 'denulv the stored aunbiHc 
refuted to the eaUer based on the caller identity axid to omu searching a second electronic 
database of potential sales pitches fot a sales pitch based on the attribute' ano; 

a call routing code segment that causes she eompiuer : " route Hit, service call to a 
human operator to assist -he caller 

1 24 tPn. vitiusK presented) The LOrnputer program of claim 120 wherein the first 
database code segment furthei causes the computer to store information indicative of past 
nvsnehax lor oi the caller 

1 2> ,Previou,sh piescnietb I he con-pater program of cairn 1 2v therein the first 
database code segment further causes the computer to store information indie U:\e of a response 
b> rhi eJler to a past sales pitch. 



(Canceled* 
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1 33 ? Pj c\ toc^h ps cscntL-d) A process for arsisbng pi mentation of a first sale? pitch 
appropiiate for a parUf ular telephone eaKer of a ru?LoTst.r son \c-j ea<l t;e'iiex, Hie process 
comprising: 

receiving ana handnne at a x ustomer service call center an incoming sen ice call 
iiom a callei suckina assistance, and 

leveraging tht incoming service call for assistance as a coruhH ior sol:cU:ngt»e 
caller to purchase meichaudise or seivkt?, she le\ ci aging incha. trg. 

icenlifyaig a calk? 'dents ;> or a first caller atmhuc related to the caller. 

sionng m a ilrsl electronic database, pnor to the receipt of the I'-soomntg sendee 
call from the caPer. informai^m indicative of past misbehavior of use caller. 

searching the tirsi electrode database to identify The nUbrma^ioii indicative of 
past m.sbehauor ba-x'd or- at least one of the calle^ identity or the frst caller attribute, 

omstiing 5o search the second electronic database for a potent'ai salts pitch based 
on the identified hi formation indicative of past nn'shchin ior, v\herem the iuerinkd information 
indicate e of past na sbeha> : <n" includes mfomiatjor; that the uultn has acted ilkgall> oi that tltc 
caller ha? \ ioiateo: & terns? ot'^mee agreement associated w ah the eahcr s account, 

routing the sen, :ee call io a human operator base a on the idendfvd ;nfo~niahon 
indicative of past n ^behaxior. and 

assisting the Hi man otviarnr to take the sen. tee cai 1 based on the identified 
information indicative el past misbehavior. 

L ; 4. (Prt\ iously presented) A system foi leveraging <ai mcoimny \ ivice call for 
a.s^i stanch ;>n a conduit to assi\t a human opeiatof to sohcit the ccJlei to pujehase a merchandise 
oi sa's :ee. tht sxstun composing 

an identtueadon component Lonllgtcvd to oekro ant. .x caller -denUht related \> a 
Cdliei seeking as.-j.st die's.- jrom a v.aa;omer service call center; 

a fr-=t elecfronk database connVnred In store, prior to recaps of the incontistL 
su\ >Ci call iron, rhe caller, urorrnanou indseativt of past misbchav io r of the eaher, 
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a search component configured to identify in the fust elc-drome database the 
information indicative of past misbcha^ lot bused on the caller identity, where it the information 
indicate e of past rmsbehaxior includes information that the- caller has acted illegally or thai the 
ealier has violated a terms of service agreement associated with the caller's account. 

a call mater configured So h>pass a sales pitch section process and to route the 
service cull to a human opeiator based on the identified information indicative ofpast 
misbehavior: and 

a presentation component configured to assist the human operator to lake the 
service call based on the identified information indicative of past misbeha\io . 

I 35. (Prev ioesly presented} A computer program stored on a computer readable 
medium for ieveraimsg an meonung service call for assistance af a conduit to assist a human 
operator to solicit the caller to purchase a meichandisc or service, the computer program 
comprising; 

an identification code segment that causes the computer to determine a caller 
identity related to u caller seeking assistance from a customer service call cuifs-r; 

a first database code segment configured to store, prior to receipt of the incoming 
scr\ tee call from the caller, information mdicau've o ! ~past misbehavior of the caller; 

a search code segment that causes the comparer to identify the information 
indicative of past misbehavior based on the caller identit} ; 

a second database eod<.. segment configured to cause the computer to identify a 
first sales pitch for the caller; 

a Call routing code segment that causes the computer to b\pas>. the second 
catah tse code segmen* and to nvue the sen ve can In a bcuau opem^o^ bcbtd or ;Lt iuej/:fed 
information indicative ol past misbehavior, wherein the identified information mdicative of past 
misbehavior includes information thai the caller has acted illegal]) or that ths caller has violated 
a terms of service agreement associated «vith the caller's account; and 

a presentation code segment that causes the eompmer to asstst Site human operator 
to present the service call based on the identified information indicative of past misbeha\ ior. 
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1 3fi. {Prc\ jotisiy presented} A process for assisting presentation of a first sales pilch 
appropriate ibr a parrieuUr telephone waller of <s customer service call center, the process 
comprising: 

receiving and handling, ai a customer sen ice call center, an incoming f^n ice call from a 
caller seeking assistance; and 

Ie\ tragic the n scorning service tali for assi fiance a^. a eoisduii for cheating the caller to 
m Vu?e torch,* .ai-t" ci sen ico, .3^ L*\ ctamrg n ei iVg 

: dentUwtg a caller kiem.it> or a Hrst caller atmbau- telated to rkr caller, 

storing a. sales pitch preference ir. a iirsi electronic database to He uicd as an 
additional attribute of caller, fhe sales pitch preference coinpuiiag a piefere ice of tl\c caller 
nor to receive a pales pitch ?eiated to a fust sen ice ot product and not to receive any sa'es pitches 
related to a pio\ide? oi the hrsi sen ice 01 product, 

searching da first ekuron-e database to determine the adduso u 5 J attribute of the 
caller based o:s at least one of tne caUer tdcnhn and the first caller attribute, 

scarenmg, based upon at least the additional attribute of she caller, a second 
electron c database -f pottiih.d saks p-tehes to identm a fust sale* pitch that is not related to the 
first service or product rctil is, not related to the provider of the first service o~ product, 

touting the service cad to a human qxxator for presentation of the first sales \vldi 
tatfee caller, and 

assisting the human operator m presenting the tlist sales pitch to the cader. 

j ?" (P:,-\ iOurtiy presented 1 Tnc process of claim 13c* wherein the --ales pitch 
preierenec of the ca'ier fvirthet comprises a preference to receive a. certain tyre of sales pitch. 

i 38 S Prc% kiitslv presented } The process- of dairns 1 3o Atrthet comprising populating 
the ii i ot electronic database prior to the call with infonnahon inoieathe of the caller. 



l?^ {Pre\ioiisl\ presented) The process ufekirn 13^ fi.rthcr comprising poptiiaiirsg 
the first electronic database \\ -th mlbrmutton mdicath e of & reseensc by the caller to the first 
sales pilch. 
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the first electronic database with information indicative of responses made by the caller hi 
response to past sales pitch presentations. 

14] . {Previously presented? The process of claim 138 further comprising populating at 
least one of she first or the second electronic database with information indicaJive of past 
misbehavior of the ualler. 

142 (Previously presented) The process? ot chum I Mi n'rtljei compiling, searching iie 
second ek-cirurve database JVn a second suics p:teh for the caller immediateh alter Jie caller 
;-;;i\idc^ tne response to the first saics ps ! xh wherem the first electronic database is popehted 
wih information indicamr- or a response h) the caller to the iiisl r^ales pi?eb prior to <-'earehru 
th.< database f<^ the second sales pitch. 

1 43 , (Previously presented) The process of claim 1 36 wherein assisting fee Mm as 
operator in prepentirsc ihe first ^.ales pilch conipns.es displaying at least a portion of the selected 
fust saks onch on ix disp'av of the human operator 

i 44 iPres ious;\ presented ) The process ot clamr 1 ?6 therein the uk4 sales- pitch is 
ideritiileJ withn) ihe second database oolv when at least the additional attribute of the caller 
n-d:eates that trie ca icr satisfies a predetermined criterion. 

]4"\ !Pre\ iousiy presented 1 The process ol claim i 36 wherem the first eailer aim-rate 
indicates a geographic residence of the caller, and identifying the first sales pnch includes 
making unavailable fur selection one or more sales pitches of the second electronic database 
based aoen she sjeogiaphic lesidenee of the caller. 
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i 46. (Previously presented) The process of claim 1 36 wherein the additional attribute 
of the caller includes a credit status for the caller, and identifying the first sales pitch includes 
selecting ibe first sales pitch for the caller only when the credit status of the caller is satisfactory. 

)47. (Previously presented) The process of claim 1 36 further comprising transferring 
L>c cadet v c a .cwne^etal panne' trat p oudcs a piouuet or servcc truu coi,esjs ,v ;us v the 
selected first sales pitch if the caller has expressed interest, in the first sales p,-tch. 

148. (Previous.K' presented) The process of claim 1 36 further eornpnsrng 
communicating information related to the caller to the commercial partner substantially in real 
time. 

> 4'>. ^Pre^ lously presented) The process of claim 14S > Ik rent the sntbrmatson 
comprises mfe*Trut:on i elated to the first sales pitch presented h> the ea'ler 

1 5°A (Pre* presented; The process of claim leO, further eompiismu. 

transfurmy tUe caller to ^ commercial partner sha- provides a product or sen see 
th.it i.orrti-pnnOs to the selectee; iirst sales pitch. \\ herein the commercial parmet provides a 
second sales pitch u\ the caHer; 

fecer-ing feedback mtbrmatjon from the commercial partner 'egardisi^ a response 
by the edVr to me second sales pitch, and 

pupalatmg the firs- electronic database v. iih information indicative of the response 
by the cider to the- second sales pitch 

i s > t Pre\ i-'iti'v presented) f>e method of claim * w heron s storing m the s*f 
electronic iktahase includes storing m the firs? electronic database, including multiple sales pitch 
preferences associated with multiple callers, each of the multiple sales pitch preferences 
corresponding so a preference net to recu\e any sales pitch. 
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1 52. (Previously presented) The system ol claim 1 07 wherein the first electronic 
database is configured to store multiple ssies pitch preferences associated wUh multiple callers, 
each of she multiple sales pilch preferences corresponding to a preference not to receive any 
sales pitch. 



1 53. (Previously presented) The computer program of claim 120 wherein the first 
database code segment is configured to store multiple sales pitch preferences associated with 
multiple callers, each of the multiple sales pitch preferences corresponding to a preference not to 
receive any sales pitch. 
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